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CANVASSING a 

FINE ART 

Man Who Likes Canvassing 
Rarely Good at It 

By R. c. Robinson 
Manager Metro. Sales Dept. 

Some wise old head gave 
expression to a bit of advice 
which has become a classic 
over a long period of years 
to the effect that your ulti¬ 
mate success in business 
may be judged by your 
abiiity to save money. He 
did not say anything about 
making money. He must 
have taken that for 
granted. Whether he was 
right or not we do not know 
as we have never tried it, 
but there are a few things 
about the typewriter busi¬ 
ness upon which we are 
very positive. 

You can make up your 
mind how big a success you 
are going to be in the type¬ 
writer business by your 
success in canvassing. Now 
you are going to say the 
future looks black because 

I don’t like to canvass, but 
the man who really likes to 
canvass very rarely is a 
good canvasser, he is more 
apt to be a visitor. When 
you want to see a real 
fighter get a coward in a 
corner. He does not fight 
because he likes to fight but 
because he has to. If you 
wa nt to get a man with an 
awful lot of nerve get a 
shy, diffident person under 
the force of necessity and 
he will have more nerve 
than a brass monkey. The 
so called “nervy” person is 
usually the one who lacks 

II by nature but who ac¬ 
quires it through necessity. 
w °w the best canvassers 
are ones who know r that 
canvassing is the corner- 
f one in their building of 
uccess and they set about 
^ng it. its importance 

i ® Co Snized and they learn 

wlni°i i* w °h. not as they 
uld do if they were play- 

a l \ or liked it but as 
, 'fficult job which must 
011 Jeered and thor- 
2i y understood. It is 
fm T M,1 8 how quickly they 

hart n? 1 !u assing nierel y a 
how J day’s work and 

doing7w V0U take pride in 
well^nt t 1 partlcula r duty 
but k! 1 because you like it 

done G Wh S f 11 must be 

doinu | hatever is worth 
Canvo WOrth doing well. 

in HeC ,ng is a -t 


The advertisement below to appear in December issue “Hearst’s International Magazine” 
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Thoroughbred — Can the word “thor¬ 
oughbred" be applied to a machine? In the case of 
the Royal Typewriter it certainly can, for it represents 
a combination of speed, strength and stamina. 

The Royal Typewriter does superlatively beautiful 
work. There is no question about it. The stenog¬ 
rapher using the Royal is the one who gets through 
her work easily and smoothly and with credit to 
herself. Have a Royal demonstration in your office. 
It will pay. 

ROYAL TYPEWRITER COMPANY, Inc. 
KUYAL New York City 

364-366 Broadway 

Branches and Agencies the World Over 


r i „ v 4 ..i*ps for not doing, instead of finding ways to do whal 
“The unsuccessful man finds exc * 

should be done."—John ttanamaker.___ 



has to wait to have some¬ 
thing develop. We have 
always claimed that the 
best lead the house could 
give us could be dupli¬ 
cated in thirty minutes in 
a territory. How is it that 
one man goes into an office 
and finds a prospective sale 
and another man goes into 
the same office and doesn’t 
find a lead ? It’s in the can¬ 
vass. It’s in the approach. 
The key note probably lies 
in the fact that one man 
makes up his mind that 
there is a prospect there 
and the other man is very 
much in doubt about it 
and is sort of fishing 
around to see if anything 
bobs up. 

What is the greatest as¬ 
set in canvassing? We are 
not discussing sales now we 
are merely referring to get¬ 
ting prospects. Undoubt¬ 
edly neat appearance, con¬ 
fident manner and apparent 
good disposition, not taking 
life too seriously or any¬ 
thing else, and determina¬ 
tion. You know a deter¬ 
mined, persistent,^ anaDle* 
man is a very hard man to 
turn down. He generally 
gets what he wants. 

There is no set rule for 
L-anvassing; that is the sad 
part of it. One good can¬ 
vasser can very rarely in¬ 
struct another. Each man 
has his own way of going 
about the same task but 
every good salesman will 
tell you that to be able to 
canvass well is half of the 
big commission check. 
When business is bad the 
good canvasser does not 
suffer in comparison to the 
poor canvasser and when 
business is good he still has 
an advantage on the equally 
good salesman who does not 
know how to canvass. 

There is never a time in 
the typewriter business 
when you get too big to 
canvass. Whenever you 
do it is time to graduate. 
So we again refer to the 
statement at the beginning 
of this article that if you 
would judge your ultimate 
success in the typewriter 
business determine first 
your ability as a canvasser 
because you cannot build a 
better superstructure of 
selling than the foundation 
will permit and the founda¬ 
tion is the ability to inter¬ 
est new trade, new people, 
new customers in your 
product. There is not a 
part of your business that 
is harder to learn than can¬ 
vassing and there is prob¬ 
ably no part of it that is 
more neglected. Most men 

think that canvassing is 
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THE ROYAL STANDARD 


NECESSITY OF CONFIDENCE 


merely a matter of legs and 
door knobs. As a matter of fact 
nothing could be further from 
the truth. There is more brain 
work required in the first ten sec¬ 
onds in a man’s office than at any 
other time in the sale. You know 
it is sort of getting the range. It 
is more important to get the 
range for a 13-inch gun than it 
is to shoot the 13-inch gun. Don’t 
be discouraged because you don’t 
like to canvass. If you really like 
to canvass you probably don’t do 
it well now. If you don’t like to 
canvass and appreciate the fact 
that you are in the man’s office 
with the natural consideration 
which may be almost diffidence 
then your canvass will be very 
much stronger because of tnt 
fact that it takes these things 
into consideration rather than 
over-rides them or ignores them. 
Courtesy is not a mark of weak¬ 
ness. Courteous men are gener¬ 
ally strong men. Rough necks 
are generally easily handled by 
25c. worth of night-stick. 

Bear in mind one thought 
when you go into a man’s office. 
That very few men are too busy 
to refuse an interview to a cour¬ 
teous, affable, determined man 
who knows his business, whether 
it is typewriters or anything 
else. 


ENDURING QUALITIES 

NOT ON SURFACE 


It is sometimes hard to judge the 
real value of a man or a machine 
from the standpoint of usefulness and 
service. Sometimes in superficial 
comparison the real merit or value 
might suffer because enduring qual¬ 
ities are not always so easy to rec¬ 
ognize, but those qualities are never¬ 
theless very real and their value mul¬ 
tiplies in their long life of usefulness. 

A man is good at twenty. Will he 
be good at forty or sixty? Will he 
have served the longer life time of 
usefulness or has he those qualities 
of flash and dash which make for the 
immediate show but not for long serv¬ 
ice? And so in the Royal Typewriter 
we have served both purposes. A 
more beautiful machine has never 
been built in the typewriter field. In 
fact, it has not yet been approached. 
Its wonderful demonstration possi¬ 
bilities make it the complete and per¬ 
fect typewriter of today but beyond 
this there has been built into the 
Royal Typewriter those enduring 
qualities which bring about a longer 
lifetime of usefulness, multiplying 
its service as the years add on to 
years. 


DID YOU EUER. 
NOTICE THAT HOST 
STAR SALESMEN 
HAVE A - 
REPUTATION 
FOR BRING- HARD 
ON SHOES 



Confidence plays a tremendous part 
in our economic life. It is the greatest 
known economizer of human energy. 
It is safe to say that all business 
transactions today are based on con¬ 
fidence; the degree in which it ap¬ 
plies, differing in relation to the trans¬ 
action involved. Our whole monetary 
system is based on confidence. The 


Federal Reserve, National and State 
banks issue paper money based on 
confidence. Business deals are con- 
. ummated every hour of the day based 
on the confidence men have in each 
other. 

In the morning we board a train, a 
ferry or a subway with hardly a 
thought, being fully confident that 
the great system behind it all will 
function accurately and correctly; 


landing us at our destination safely 
and on time. In every act of our 
lives we rely on our confidence in 
things, persons and systems. If con¬ 
fidence fails, the entire economic 
structure must fall. 

Over in Asia there are sections 
where farmers or artisans perform 
their daily tasks and then sit up half 


the night watching to see that their 
neighbors do not steal or despoil the 
result of their labors. If one watcher 
falls asleep, the vigil must be taken 
up by another member of the family 
and even between these there is a 
great lack of basic confidence. No 
one has confidence in any one else 
and they hardly trust themselves. 
Asia is often referred to as being 
asleep. The fact is, confidence is lack¬ 


ing. With confidence restored, Asia 
would assume a very different place 
in the economic scheme of things. 

In the United States we have con¬ 
fidence in ourselves and in each other. 
As a result we progress and lead 
the world. Look well to your con¬ 
fidence. See that you have full con¬ 
fidence in yourself and your fellow 


man. If you have this confidence, you 
will be able to transmit it to others 
and succeed as a natural result. 

In building the ROYAL Typewriter, 
we have given you a product in which 
you can place your fullest confidence. 
Unless you have 100% confidence, 
plus, you will fail in your efforts in 
just the proportion in which you lack 
that confidence. Lack of confidence 
is born of ignorance. If you lack full 


Royal Magazine 
Advertising 

The accompanying adver¬ 
tisement to appear in the fol¬ 
lowing magazines: 

“Saturday Evening Post” 
November 10 th 
“Literary Digest” 

November 3rd 
“American Magazine” 
January, 1924 issue 


Below is a complete sched¬ 
ule of “Royal” magazine ad¬ 
vertising showing dates of 
appearance in the various 
media: 

“Saturday Evening Post” 

October 13th 
November 10th 
December 8th 
January 12, 1924 
February 9th 
March 8th 
April 12th 
May 10th 

“Literary Digest” 

October 6th 
November 3d 
December 1st 
January 5, 1924 
February 2d 
March 1st 
April 5th 
May 3d 

“American Magazine” 

December issue 
January, 1924 issue 
February, 1924 issue 
March issue 
April issue 

“Cosmopolitan Magazine” 

November issue 
December issue 
January, 1924 issue 
February issue 
March issue 
April issue 

“Red Book Magazine” 

December issue 
January, 1924 issue 
February issue 
March issue 
April issue 
May issue 




JUSINESS has its moments of inspiration no less than 
the arts and sciences. But in the offices of great 
and successful executives, the Royal Type¬ 
writer acts as an organization nerve-center, 
transmuting the quick spark of business in¬ 
spiration into positive actions and completed 
transactions. 

Clean-cut quality is the very essence of the 
Royal Typewriter —in its structure, its ap¬ 
pearance, and its work. The Royal stands four¬ 
square in its character before the business world 

ROYAL TYPEWRITER COMPANY, Inc. 

364-366 Broadway New York 

Branches and Agencies the World Oner 


typewriters 

“Compare the IVorlC 



search *£££?**. 

deficient in your knowledge 
typewriter, the company or ft, 
Inform yourself and confia P lcy - 
be restored. nfldence will 

To achieve the highest degw. , 
success, you must have the ' 
confidence in the ROYAL Tyne®,? 81 
in the company which produces it 
ni the men who manage the busir, " 
Everything has been provided y ou on 
which to base confidence You 
selling the best typewriter made t? 
day You can be fully confident that 
if there is any way to make it better 
that this company will find that Wav 
You are representing the best com 
pany ever organized to manufacture 
and sell typewriters. If you are 
fully aware of that you owe it to your- 
self and this business to get better 
acquainted with your company. The 
factory behind the organization is the 
most modern and efficient in existence 
today. If you entertain the faintest 
idea that in any particular there is 
a factory that outclasses ours, you 
have not fully informed yourself i n 
this direction. 


Summer is over and Fall is here. If 
you have been watching events and 
keeping abreast of the times you can¬ 
not fail to have confidence in the fact 
that we are today in the best period 
of business in history. There may 
have been more hectic times, but 
never have we seen conditions as 
stable and based on as sure a founda¬ 
tion as the present business era. 

With full confidence in the ROYAL 
Typewriter; your company, your fac¬ 
tory and your own power, together 
with a well founded confidence in 
business conditions, you cannot fail 
of success. If you do not produce 
the volume of sales to which we are 
entitled during these fall months, the 
trouble does not lie in the time, the 
product or the company. The trouble 
lies in yourself. 

TODAY is YOUR day. The present 
is all you have to work with. Rein¬ 
force your enthusiasm and confidence 
and take full advantage of the pos¬ 
sibilities that lie right before you. 
Confidence is the basis of business, 
but without hard work and enthusiasm 
it is an unused force. The ROYAL 
Typewriter Company is progressing 
faster than ever before. Sales re¬ 
sistance is being daily reduced. Added 
confidence on your part will produce 
the results that we expect of you and 
which we must have. When you have 
finished reading this, determine 
HERE and NOW to go out tomorrow 
morning, full of confidence, enthusi¬ 
asm and knowledge and GET THE 
BUSINESS. 


Importance of School Business 

When I used to be on the road for 
the Royal and getting my coffee and 
regular with the monthly stipend of 
several beans a month and then some, 
I didn't think much of the importance 
of school business. My business was 
to sell the dealer fifteen or twenty, 
then let him and the salesman making 
that territory worry about that part 
of it. But since getting promoted to 
being a dealer myself in a local ter¬ 
ritory where one has to know all tin 
dads and mothers as well as all the 
kids taking typewriting at the Higi 
School in order to make his quota each 
month, 1 realize more than ever tu 
importance of having a represent 
tion in the schools. 

The machine-a-day club is a " on 
derful incentive to get business, 
feel quite sure that it has been J ar *> e 
responsible for additional sales in ^ 
Chicago office. This opinion has h 
voiced by many of the salesmen, 
men work late in the evening 


Saturday afternoons. 
























































THE ROYAL STANDARD 


FACTORY NEWS 

Factory Investigation Department 

reason for everything, 
it reason can be estab- 
cannot progress very far. 


There - . , , 

nd unless that reason can be estab¬ 
lished you cannot progress very far 
L t is why the Royal plant is con¬ 
tinually under investigation by a se¬ 
lected number of men from the fac¬ 
tory force, who become thoroughly 
trained in most of the requirements 

of the plant. 

We do not purchase anything, make 
anything, or do anything without a 
specific reason for so doing. In¬ 
vestigations are made and the com¬ 
parisons, experiences, judgments, pos¬ 
sibilities, developments, results, etc. 
are a part of the reasoning as to the 
why’s and wherefore’s. The lay-outs 
of the departments are based on 
methods, classification of operations, 
position of machines, transportation, 
sources of supply, floor capacity per 
square foot, light and sanitation, 
progress of operations, routing of the 
operations, type of employees, power 
and artificial light, aisles and storage, 
overhead equipment, drinking water 
and toilet conveniences, fire hazards, 
health conditions, tool and supply 
storage, and other items too numer¬ 
ous to mention. 

Materials are tested by scientific 
machinery according to their classifi¬ 
cations, chemicals are checked up re¬ 
peatedly, operations are analyzed as 
to type of machinery required for 
them, special attention paid to de¬ 
signs of tools and gauges, careful 
consideration as to physical and 
mental capacity of the employee do¬ 
ing the work, reasons for changing 
to newer and more modern methods, 
proper price setting for piece work, 
routing of the work, experimenting 
and developing, cost comparisons, 
standardized instructions, and so on; 
a thousand and one things continually 
requiring the attention of the in¬ 
vestigators and management. 

No man from the manager down, 
escapes the investigation department; 
all are continually required to reason 
out why a thing is done and show 
justification for the work which they 
are doing; why supplies are used and 
for what purpose; scrap and rework 
conditions; employees’ entrances and 
exits, records of capacity of ma¬ 
chinery, number of employees re¬ 
quired for production, quota of men 
for each department, suggestions for 
improvements, capacity of plant, 
methods used by other companies, 
etc - In other words, everything that 
can be investigated, is done by our 
corps of investigators. 

Anything that is faulty is corrected 
soon as proven. All problems are 
est s °lved when there is the back¬ 
ground of an investigation. The ex- 
e °utive force is continually referring 
. reports of investigators as a 
inudanee for decisions, changes and 

de velopments. 

Take one instance, such as the im¬ 
portance of having the Royal type- 
1 *-r reach the user whether it be 
t ? 1 e Umted States or any part of 
* Wor jd. Tests are repeatedly 
re brand new machines boxed, 

sev^ /° r s ^' pment * being dropped 
Ik Cra against a brick wall and 

J . e mac bines taken out and care- 

‘tuaUt lnS]PeCte ^ and c ^ ec ^ et ^ U P aa t0 
'level ^ Whatever weaknesse; 

>*fo°V re Corrected at the plant 
n °t &ft C * US f r t?eis our P roduct > and 
° u er ’ htt ** 80 often the case with 
the u I)roi * ut ‘ ls - Our methods insure 
nJ? Kuarantee an article of 
Tak ° W ^ tn rfcice i ve8 >t. 
Kator^ ° Ur em P lo y° e8 * the investi- 
w*tch t L H m l uirt *d to continually 
of tloi r , r ^ ^ 8tuJ y their methods 
r ‘°miealU, 1 ** r W ° r ^ accura tely, eco- 
an< * quality. Special 
° ns are g ,v cn the operator on 


his weak points by the foreman and 
investigators; his earning capacity 
is usually increased and the product 
is benefited by the extra skill put into 
it. 

Our investigation department is the 
insurance carried by this company 
that its product is as represented. 
Every user gains by the weaknesses 
corrected through investigation meth¬ 
ods. The leaders of the plant are 
able to improve the quality by the 
experience and ability when based 
on the findings of a competent in¬ 
vestigation department. Things are 
not simply done in the Royal plant be¬ 
cause somebody else did it that way; 
a reason is back of the result. We 
owe it to the user. 


Production 


The standing in production last 
month shows a few changes. Word 
comes from some of those who have 
not shown among the leaders to look 
for a decided change next month, so 
no doubt we have a race on which 
will test the mettle of the present 
leaders. Department 34, Mr. J. 
Grogan, Foreman, is going to be 
among the leaders next month. Some¬ 
body has got to drop out. The stand¬ 
ing for August is as follows: 

Department 1, Mr. Berg; 18, Mr. 
Godfrey; 3, Mr. Froebel; 30, Mr. 
Boesch; 2, Mr. Snow; 9, Mr. Harring¬ 
ton. 


Foremen’s Outing 


Forty of the factory foremen en¬ 
joyed an outing at Momauguin Beach 
September 15th. The trip was made 
by autos, leaving the factory at 
8 A. M. 

A ball game was played in big 
league style, the features being the 
third base playing of Mr. Reynolds 
and the umpiring of Mr. Berg. 

After the game, several went in 
bathing. 

The shore dinner was pronounced 
0. K. 

It was a very enjoyable time. 



Another Royal Operator 


Mr. and Mrs. F. M. Martin are re¬ 
ceiving congratulations on account of 
the birth of a girl. 

Mr. Martin is President of the 
Foremen’s Club. 


CANADIAN NEWS 

Normandin Makes M. A. D.—Lewis Repeats 


R. A. Normandin 

When Mr. Hackney sent Mr. R. A. 
Normandin to Quebec to manage the 
office in that city, he made the state¬ 
ment “if any man can make the M. 
A. D. Club in Quebec, it is Nor¬ 
mandin.” How well Mr. Normandin 
has justified Mr. Hackney’s high 
opinion of him is reflected in the re¬ 
sults obtained by the Quebec Office 
during the month of September. Mr. 
Normandin has sold more machines 
in Quebec during September than any 
other one month in the past year. He 
is a real live wire, and his sales are 
merely an indication of what he can 
do when he gets started. His opinion 


accomplished some very fine results 
since taking over that office as Man¬ 
ager. Clyde is one salesman who has 
been able to sell practically every 
steel company in Canada, and we 
have been told that his automobile 
needs new springs due to the num¬ 
ber of trade-ins he has taken out of 
competitors' machines. 

J. S. Dunn 

J. S. Dunn is still keeping his old 
form in Montreal, and is ably get¬ 
ting a great many of the large ac¬ 
counts in and around Montreal. These 
include large Industrials and Public 
Utilities and are fast becoming satis- 



Under the supervision of Mr. W. 
Whittaker, the new process of manu¬ 
facturing baseboards is proving very 
satisfactory. Large orders are being 
shipped abroad. Good work. 

Department 21, finished stock de¬ 
partment, is being handled very effi¬ 
ciently by Mr. Murray, and all the 
stock chasers are pulling with him. 

Mr R. C. Reed is making a record 
for himself in the Sales Production 
Department. It is no easy matter, 
with large number of different orders, 
to schedule each one on time, bu 
Reed is sure producing the goods. 

Working conditions play a laige 
part in the quality of work produced 
One reason for Royal quality .s the 
sanitary condition of our plant. Mr 
McGuire, who has charge o 
work is wide awake with both eyes. 

Mr. J. Boyce" of~the Drafting Room, 
is having a busy season in dosiening 
tools, and can always be expected to 
get results. 

Mr A. Beveridge, assistant to Mi 
Holcomb of the Investigation Depart¬ 
ment, is coming to the front wi 
many suggestions for improvements 


R. A. NORMANDIN 
of the Royal Organization is best told 
by himself in a letter to Mr. Hackney, 
an excerpt of which we quote here. 

“Selling the Royal typewriter is a 
man’s job and I am proud of it. It 
is invigorating and it makes you feel 
bigger than the other fellow who is 
lagging behind with an inferior ar¬ 
ticle, but above all there is one thing 
that counts most. We have the best 
built typewriter in the world. That 
backed by the finest sales organization 
in the world, cannot help but make a 
man win.” 

We welcome Mr. Normandin into 
the select M. A. D. Club, an honor won 
and well deserved by him. From what 
the Editor hears, Mr. Normandin will 
be a constant M. A. D. Club repeater. 

H. P. Lewis 

H. P. Lewis of Toronto made the 
M. A. D. Club again in the month of 
September. This puts Mr. Lewis in 
the exclusive class of Royal Type¬ 
writer men who have repeated their 
M. A. D. performances. He has shown 
exceptional ability to get results and 
a real go-getter. 

Clyde Rutherford 

Clyde Rutherford of Hamilton has 


H. P. LEWIS 

fled users of the Royal Typewriter. 
Mr. Dunn is to be congratulated. 

W. A. MacLean 

W. A. MacLean the Manager of 
our Montreal Office, while he is ap¬ 
parently of a quiet demeanor shows 
up in the Babe Ruth class at the 
end of every month. We know that 
Mr. MacLean will keep up this good 
work and continue at or near the top. 

F. J. Perry 

F. J. Perry, Manager of Vancouver 
was married recently, and we hasten 
to extend to him our congratulations 
on the happy event. We know that 
his new responsibilities will give him 
an added impetus for business. 

T. G. Lewis 

T. G. Lewis, Manager of our Ot¬ 
tawa Office is looking ahead to the 
future month to bring him a volume 
of business that will put Ottawa in 
line with the rest of the branches. 
Good luck to you Mr. Lewis, we hope 
that you will win. 

Taking it all in all we are expect¬ 
ing and counting on even bigger 
things from Canada. 


SERVICE DEPARTMENT 
CONTEST FOR AUGUST 



Our New York Employment De¬ 
partment, under the direction of Miss 
Wirtensen, made a very remarkable 
record in August and has again suc¬ 
ceeded in landing at the top. Then- 
total sales, number of positions filled 
and average salary obtained excels 
anything they have done so far this 
year A great deal of credit is due 
them not only upon the results at¬ 
tained, but aso upon the efficient way 
in which they 


are conducting their 


department month after month. 

Our Chicago Employment Depart¬ 
ment filled more positions in August 
than they have in any other month 
this year at an exceptionally high av¬ 
erage salary, and they secured a suffi¬ 
cient number of sales to win under 
ordinary conditions. 

Kansas City also did excellent work. 
In fact, every office given in the fol¬ 
lowing list deserves the highest com¬ 
mendation for the showing made. 


1 — New York 

2— Chicago 

T —Kansas t *‘ 
4—Boston 


s -Philadelphia 
Wushington 
0—Cleveland 
Detroit 


10 


-Dallas 
New Orlean 
San Francis 
— Buffulo 

Minneapolis 

A. M. STONEIIOUSE, Manager, School Department 


-Baltimore 
Los Angelo 
Louisville 
Port la ml. O 


Division No. 1 

MINNEAPOLIS IN THE LEAD 

The Minneapolis Office is the leader 
in the first division of the Service De¬ 
partment Contest for August coming 
up from third place in July. Our com¬ 
pliments to Mr. R. Guffey, foreman 
and his force. 

Washington held second place for 
the month of July, but although every 
possible effort was made, could not 
break through Minneapolis’ strong op¬ 
position. However, Mr. H. Dougherty, 
foreman, held his branch in second 
place for August. 

Louisville with Mr. J. Zeller, fore¬ 
man, came up from the ranks from 
fifteenth place to third place. 

Below is a list showing the stand¬ 
ing of the various offices: 

1 — Minneapolis 3* 

2— Washington X* 

3— Louisville 3* 

I— St. Louis 7* 
r»—Boston 8* 

— Kansas City 5* 

6— Chicago x* 

— Buffalo 2* 

— Indianapolis 4* 

7— Cleveland 8* 

—Hartford 5* 

8— Pittsburgh 3* 

0—Cincinnati 5* 

—Philadelphia f>* 

10— New Orleans 2* 

11— Portland, Ore. 3* 

12— San Francisco 1* 

13— Detroit 2* 

14 — Dallas 

15—Baltimore 4* 

Hi—New York 

17— Atlanta 1* 

18— Los Angeles 3* 

Division No. 2 

DAYTON STILL LEADS 

It is not very often an office holds 
the lead for three consecutive months 
in the Service Department Contest. 
This has been accomplished by Day- 
ton for the months of June, July 
and August. Mr. H. Wisener, fore¬ 
man, is to be congratulated. 

Another office which has come up 
from the ranks is Harrisburg making 
its way from fifteenth position in July 
to second for August. Mr. R. Bentz, 
foreman, is also putting every ounce 
of energy into his service staff to 
break through to first place. 

Bridgeport dropped from second 
place for July to third for August, 
but Mr. V. Anderson does not intend 
to make this position permanent. 

Below is a list showing the stand¬ 
ing of the various offices: 

1— Dayton 7* 

2— Harrisburg 4* 

3— Bridgeport 8* 

■1—Jacksonville 2 * 

5— Houston 5* 

6— Columbus 5* 

—Akron 3* 

7— Syracuse 1* 

8— Little Rock 2 * 

0—Toledo 3* 

10—Scranton 6* 

II— Kalamazoo 

12— Allentown 5* 

13— Waterb u ry 1 • 

14— Youngstown 6* 

15— Omaha 1* 

IK—Denver 7* 

17— Davenport 4* 

—Fresno 4* 

18— Sioux City 
11*—Bangor 

20— Albany 4* 

—Milwaukee 3* 

21— Grand Rapids 1* 

22— South Bend 

23— Springfield, Ill. 3* 

2 I—Johnstown 

25—San Antonio 1* 

2k—Birmingham 2* 

27— Des Moines 3* 

—Springfield Mass. 3* 

28— St. Paul 2* 

20—Memphis 1* 

—Tacoma 1* 

30— Seattle 1* 

31— Fort Worth 1* 

32— lOrle 

33— Duluth 1* 

34— Oakland 2* 

35— Peoria 1* 

36— Worcester 2* 

37— Providence 2* 

—Newark 3* 

38— Binghamton 
30—Fort Wayne 

—Portland. Me. 

40—Richmond 1* 

—Waco 

4 1—New Haven 3* 

42—Texarkana 5* 

4 3—Rochester 3* 

4 4—Rockford 
15—Wichita Falls 

46— Springfield, O. 2* 

47— Kvansvlllf 1* 

48— Jamcstow n 

TO INCREASE NETS— 

INCREASE EARNINGS 
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DEALERS’ DEPT. SUPPLEMENT 


DEALERS’ DEPT. SUPPLEMENT 


‘How Do You Sell So Many Royals?” 


Successful Royal Dealer Tells Methods 

The other day we asked one of our most successful dealers—“How 
do you sell so many Royals?” He replied, “First, because I probably 
make as many calls as any dealer or salesman in the organization”; 
“Second, I get the stenographer sold”; “Third, I cover every inch of 
the territory.” 

We then asked, “What do you find the most important factors in 
your success in selling the Royal?” His reply was: 

“First: Service; 

“Second: Compare the work; 

“Third: School representation; 

“Fourth: Durability of the Royal as proven by the large users; 

“Fifth: The enclosed feature; 

“Sixth: Writing to the bottom of the sheet; 

“Seventh: Wider carriage; 

“Eighth: Card writing feature; 

“Ninth: Ease of changing ribbon; 

“Tenth: Left hand carriage return.” 

We then asked, “In what order do you present these and other 
features in your canvass?” He said: 

“First: I write to the bottom of the sheet to get attention and create 
interest; 

“Second: I show them the wide carriage, left-hand carriage return; 
how easily ribbons are changed; 

“Third: I explain the paper table scale; 

“Fourth: I then take less than a minute to show the operator that 
the Royal has all the conveniences that other machines have, 
located practically in the same position with one or two minor 
exceptions (so that she will realize that it will be easy for 
her to change from her present make to the Royal), and 

“Fifth: 1 show her how to make erasures, going into the enclosed 
feature very thoroughly, for it is the most important thing 
in the demonstration; 

“Sixth: Compare the work; 

“Seventh: Card writing feature; 

“Eighth: I show the large users listed on our bellows Folder, also 
tell about our prominent local users; 

“Ninth: Then I wind up strong with some good straight talk on our 
local service and show' that the cost per year is lowest (figuring 
trade-out values and low r service cost of maintenance) of ANY 
TYPEWRITER! 

“Compare the Work” “Compare the Service” “Compare the Cost” 

“At this point, having gotten the prospect and the operator to say 
‘Yes’ to each statement that I have made, I also say— 

“That being the case, what is the only logical thing for you to do?”— 
and hand him the pencil. 

I believe it is a valuable suggestion for any dealer whose salesmen 
are not producing maximum results, to have those salesmen use the 
above method exactly for the next sixty days at least. 

It will be interesting to note the results, for the gentleman I have 
quoted above LEADS ROYAL DEALERS SALES THIS YEAR. 

N. B. MAYO, 

Asst. Sales Manager. 


THAT LAST 
CALL BEFORE 
SOPPERTIME 
MAY MEAN THE 
BIGQ-EST SALE 
OF THE DAY! 



ROYAL DEALERS’ 100 PER CENT. CLUB 


Last month we announced that Mr. 
T. H. Payne had reached his 100 per 
cent, quota for the year 1923, and 
now we take pleasure in adding the 
name of Mr. Roy A. Davis, another 
dealer to attain his year’s quota. Two 
or three of the dealers whose names 
appeared last month have been dis¬ 
placed during September, but we have 
every expectation of seeing their 
names included in the next “Standard.’ 
There are several dealers who came 
very close to making the 100 per 
cent. Club and now that two or three 
of the best months of the year are 
approaching, we fully expect to see 
a larger list of 100 per cent, dealers 
at the end of next month. 





1—FOGG 

Boulder T. W. Ex 
Boulder, Colo. 


2—PRICE 
Palestine Ptg. Co. 
Palestine, Texas 




3—DAVIS 
Colorado Springs, 
Colo. 


4—HARTSOCK 
Graham & Wells 
Corvallis, Ore. 



5— HARRAH 
Home Office Supply 
Co., Welch, W. Va. 


6 — LUX and 
SWADENER 
Logansport, Ind. 




7—PACKARD 
Ilornell, N. V. 


8— PAYNE 
T. II. Payne Co. 
Chattanooga, Tenn. 



9—PRIOR 
Trenton, N. J. 




12— S PIECE 
Bucyrus, Ohio 





Pittsburg, Kan. 


Brewington T. K” 
Madison, \Vis. ’ 



17—FLY NT 
Williamson, W. Va. 


DEALERS M. A. D. FOR 
SEPTEMBER 


The following dealers have made 
the Dealers Royal M. A. D. for 
September: 



1— PARKER 
Macon, Ga. 



13—SATTER- 
THWAITE 
Standard T. W. Co. 
Reading, Pa. 


14—GAFFANEY 
Office Specialty Co. 
Fargo, N. D. 


Through an oversight the names of 
H. J. Roof, Dealer at Tampa, Florida, 
who made the Dealers M. A. D. in 
July and B. M. Gragg, Dealer at 
Pittsburg, Kansas, who made the 
Dealers 100 per cent. Club in August, 
were omitted from the “Royal Stand¬ 
ard.” We take this opportunity to 
make this correction. 


DAKOTA BUSINESS COLLEGE STANDARDIZED 

ON ROYALS 


This is a picture of the Royal Type¬ 
writers on display in the window of 
the Dakota Business College, Fargo, 
North Dakota, sold by J. E. GafFaney, 
President of the Office Specialties 
Company, authorized Royal Dealer in 
that city. 

This well known college is stand¬ 
ardized on Royal Typewriters, their 


battery consisting of sixty machines. 
It is a source of great satisfaction 
that a college of this high standing 
“Compared the Work” and chose the 
Royal. 

In addition to the Dakota Business 
College, the National Business Col¬ 
lege, the Interstate Business College 
and the Concordia College in Mr. 


Gaffaney’s territory are standardized 
on Royals. 

It is of interest that of one hun¬ 
dred and thirty-four machines sold to 
schools in Fargo in the past year, one 
hundred and twenty-three have been 
Royals, which is an average of ninety- 
two per cent. 


The Job That Sold a Royal 

Frank H. Fogg of the Joplin Type¬ 
writer Company, Royal Dealer at 
Joplin, Missouri, relates an incident 
which shows how he is on the job 
every minute to sell Royals. 

One day a young lady came into 
his office and asked if he could get 
her a job. In Mr. Fogg’s own words: 

“We could and did, and as she had 
not used a Royal since leaving school, 
we suggested that she also rent a 
typewriter to become familiar with a 
Royal again. 

During our conversation it de¬ 
veloped that she had several sisters 
who could use a machine and at our 
suggestion she bought a new Royal. 
Thus a prospect for a job was turned 
into a sale and to prove you can never 
tell how often a sale can be made in 
an unexpected place, this young lady 
paid cash $102.50.” 

MORAL: When they want a job— 
suggest that they buy a Royal to get 
into form. 
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BRITISH WEST INDIES 


Fourteen years ago, the firm of 
T Geddes Grant, Ltd., was appointed 
_ n t for the ROYAL in the British 
IL Indies. Since that time, they 
" b ent their efforts unceasingly to- 
vard the upbuilding of a typewriter 
Lanization that has been eminently 
successful in establishing the ROYAL 
as the most popular machine in the 
West Indies today. Their activities 
cover all of the British West Indies, 
British and Dutch Guiana, British 
Honduras and the Bahama Islands. 


British Honduras and Solomon 
Brothers at Nassau are sub-dealers 
for the Bahama Islands. Mr. Wilfred 
E. Van Romondt is the sub-dealer for 
Dutch Guiana with offices at Para¬ 
maribo. 

The governing director of the en¬ 
tire organization is Mr. T. Geddes 
Grant, while his son, Mr. Fred Grant, 
acts in the capacity of managing di¬ 
rector and another son, Mr. K. Lind¬ 
say Grant is manager of the office 
appliance department of the business. 


T. Geddes Grant, Ltd., Successfully Establish Royal As the Most 
Popular Machine in the West Indies Today 


in which they have a direct interest. 

The concern has always been thor¬ 
ough in attending to the finer points 
of the business. Such details as in¬ 
spections of all machines on arrival 
from the factory, a re-inspection be¬ 
fore delivery to the client and the 
periodical examination of all machine? 
sold, have undoubtedly had their in¬ 
fluence in establishing a reputation 
for thoroughness that cannot be 
equalled in that territory. A thor¬ 
oughly equipped repairshop, in charge 


houses—not mere haphazard calls. 
T. Geddes Grant, Ltd., attributes this 
canvassing as the chief cause of the 
success they have attained in promot¬ 
ing ROYAL sales in their territory. 
Salesmen in the other departments 
pass along any information of value 
that they may acquire, so that it can 
be used to good advantage in further 
increasing their sales of ROYAL ma¬ 
chines. This is certainly an indica¬ 
tion of the complete spirit of co¬ 
operation that pervades the organiza- 


early issue of “Standard.” In photo, 
lower left, we have a view of the 
sales-room at the Georgetown office 
in British Guiana showing an excep¬ 
tionally fine display of RO\AL type¬ 
writers. In illustration, lower right, 
we have an exterior view of the same 
office. 

Our dealer in the West Indies has 
demonstrated through performance 
that the adaptability of sales organ¬ 
ization and methods to the peculiar 
requirements of the territory are es- 



The general offices of T. Geddes 
Grant, Ltd., are located at Port of 
Spain, Trinidad, a photo of which is 
reproduced upper left. They also 
have their own offices at Georgetown, 
British Guiana, at Bridgetown, Bar¬ 
bados and at Kingston, Jamaica. In 
addition to these offices, Mr. G. A. 
Winter is their sub-dealer at Belize, 


In many instances, their salesmen are 
actual shareholders, thereby giving 
them an opportunity to share in the 
profits of the entire organization. 
The advantages of such an arrange¬ 
ment may readily be seen, for it is 
an absolute certainty that these sales¬ 
men are ever ready to put forth their 
best efforts to increase the business 


I of a competent mechanic, is one of 
the most essential parts of their or¬ 
ganization. 

For advertising purposes, cinema 
slides are used to a large extent and 
they have billboards at advantageous 
points throughout Port of Spain. The 
salesmen make a regular and com¬ 
plete canvass of all the business 


jn as a whole. 

The ROYAL is at all time fittingly 
splayed in their various show-rooms, 
otice the neat arrangement of the 
achines shown in photo, upper right, 
hich is a view of the sales-room at 
ie head office in Port of Spain. We 
>pe to be able to reproduce a photo 
? the office appliance staff in an 


sential to success in the typewriter 
business. We can confidently say 
that their ability, energy and pro¬ 
gressiveness will keep them in the 
vanguard of the typewriter business 
in their fields and we are indeed happy 
to have our interests in the West 
Indies in such capable and energetic 
nands. 


Mr. Texidor Visits New York 


A Mexican Outing 

The rural scene to the right shows 
l he staff of Messrs. M. E. Raya & 
C°-> our Mexican dealers, lunching 
a fter a bull-fight and lassoing party 
K'ven them by Mr. Raya. The latter 
gentleman is shown third from the 
left. 

Mr- Raya, who is always ready to 
tXer t his best efforts in maintaining 
*he esprit de corps, invited his stalf 
spend the day as his guests. 
ll°r»es were provided for those who 
Cou ld ride and automobiles for those 
Who C0U 1 ( I not. Everyone was hap- 
Py and the holiday was thoroughly 
* n i°yed by all. Mr. Raya undoubt- 
Ully ^ aa the good-will of every em- 
p,oy <* on his staff. 





I , ft „ 
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We recently had the pleasure of 
welcoming to our offices, Mr. Ale¬ 
jandro Texidor, head of the Texidor 
Trading Co., Muralla 27, Havana, 
which firm has been the ROYAL 
dealer in Cuba for over ten years 
Mr. Texidor remained in the United 
States for several weeks for the pur¬ 
pose of promoting the interests of 
his company with American firms 
which they represent in Cuba. He 
sailed from New York for Havana 
on September 18. 

Mr. Texidor stated that general 
business conditions in Cuba show a 
decided improvement over last year. 

It was a real pleasure to have 
seen Mr. Texidor again and we hope 
that his visit to our city was a very 
pleasant one. 






















































































THE ROYAL STANDARD 


WMMM 


THE ROYAL M. A. D. CLUB NOW HAS 
131 MEMBERS 

We have listed the M. A. D. roll below under the offices to which the 
men belong. The names with the asterisk before them are repeaters for 
September. 

THE NEW M.A.D. MEMBERS FOR SEPTEMBER 


1—SCHORA 
Providence 


2—BOSWELL 
Ft. Worth 


3 — WHEELER 
St. Louts 


•4—BECKNELL 
San Francisco 


5— McAllister 
N ew York 

ATLANTA 

J. W. Mann 
W. H. Courtenay, Jr. 
BALTIMORE 
J. C. O’Keefe 
J. A. Durston 
*E. G. Dodge 
BOSTON 

E. A. Raphael 
*F. L. Gallup 

I. C. Barlow 

F. A. Smith 

F. I. Crocker 

*H. E. Burton 
R. M. Harvey 
C, H. Essex 
BUFFALO 
*H. H. Nunamaker 
C. M. Pillow 
R. E. Ward 
CHICAGO 

E. J. Goldblatt 
H. Nuhn 
P. S. Jones 
*J. M. Roberts 

E. H. Johnson 
A. J. Redding 
R. C. Goldblatt 

*H. P. Sutton 

F. E. Fleming 
W. B. Larsen 

*B. P. Hamil 

J. T. Keefe 

J. C. LaBorence 
CINCINNATI 
*G. C. Kinnamon 
C. J. Bailey 
CLEVELAND 
*E. F. Hancock 
W. C. Rodgers 
C. C. Koch 
W. H. Peate 

G. R. Hatcher 
COLUMBUS 

L. D. Teeters 
L. V. Bell 
DALLAS 

J. H. Kennedy 
DAYTON 
*0. P. Gilmore 
DETROIT 

R. M. Wagner 
R. B. Fuller 
W. L. F. Hosford 

DULUTH 

*E. J. Beaurivage 

I—E. H. Benson 
Canton, Ohio 

4—T. N. Prior 
Trenton, N. J. 

7-G. L. Larkin 

Utica, N. Y. 

10—H. J. Smith 

Parkersburg, W. Va. 

13—W. W. Cantor 
Bristol, Tenn. 

16—H. G. Fentress 
Nashville, Tenn. 

I 9 — L. E. Spiccc* 
Bucyrus, Ohio 

22—H. H. Phillips 
Trenton, N. J. 


6— BELL 
N cw York 

FT. WORTH 

P. H. Billman 
W. E. Boswell 

FRESNO 

H. H. Tomkinson 
GRAND RAPIDS 
C D. Walker 
HARRISBURG 
W. C. Whiteman 
HARTFORD 
*H. F. Brainerd 
J. L. Cook 
INDIANAPOLIS 
*W. F. Teer 
JOHNSTOWN 
T. M. Patterson 
KANSAS CITY 
*P. W. Jones 
J. H. Noland 
*S. D. Wakefield 
LOS ANGELES 
*J. M. Agnew 
T. M. Duffy 

M. F. Brewer 
W. C. Boswell 
*G. L. Smith 
R. M. Devin 
J. K. Cole 
LOUISVILLE 
*J. T. Wellman 
MILWAUKEE 
A. F. Lines 
R. D. Brewington 
MINNEAPOLIS 
*F. B. Thorne 
NEW HAVEN 
W. A. Mulligan 
NEW ORLEANS 
W. J. Creger 
NEW YORK 
*C. W. Knox 
*J. J. Freund 
*D J. Allingham 
*H. W. VanNess 
*G. M. Guest 
R. C. Robinson 
*T. M. Gleason 
A. C. Wiles 
C. K Freund 
*H. W. DeMott 
W. B. DeRango 
*J. Schwartz 
C. Schnirring 

G. N. White 
C. C. Waters 
R. B. Brandes 

H. J. Fuchs 

DEALERS 

2—J. E. Gaffaney* 
Fargo, N. D. 

5—H. J. Roof* 
Tampa, Fla. 

8—R. A. Rehm 
Albuquerque, N. M. 

I 1-C. E. Anderson 

Pasadena, Cal. 

| 4—H .C. Schumacher 
Glendale, Cal. 

1 7—W. H. Scott 
Macon, Ga. 

20—W. W. Prior 
Trenton, N. J. 

23 — A. G. Packard 
Hornell, N. Y. 
25—F. L. Patty 
Austin, Texas 


7—RANNENBERG 
New York 

NEW YORK—Cont. 

E. J. Matthews 
R. R. Chaffa 

F. A. Ivick 
T. F. Bell 

G. R. McAllister 
R. H. Martin 

G. Rannenberg 
OAKLAND 

C. Salbach 
OMAHA 

A H. Coffin 
PHILADELPHIA 
J. W. Turner 

I. Hancock 

I. J. Gough 

H. K. Goslin 
W. A. Cox 
L. A. Dunn 

*E. V. Sherry 
W W. Hepburn 
PITTSBURGH 
*M. V. Miller 

J. C. Kemmer 
A. E. Hanna 

N. Sykes 

PORTLAND, ORE. 

G. D. Roe 

H. J. Brown 
PROVIDENCE 

E. D. Crandall 

J. L. Schora 
ROCHESTER 
J. F. Humphreys 
SAN FRANCISCO 

C. H. Billington 

D. B. Starrett 
T. N. Colwell 
J. C. Deardorf 

C. H. Linehan 
P. Pearson 

D. G. Becknell 
SPRINGFIELD, MASS. 

L. B. Behan 
ST. LOUIS 
G. G. Ralls 
L. G. Davidson 
D. M Elliott 
*L. F. Reynolds 

G. M. Davis 

H. E. Shifflette 
A. C. Wheeler 

TOLEDO 

N. B. Boulware 
WASHINGTON 
H. L. Rudnick 
S E. Richter 
WORCESTER 
*A. R. Smith 


3—S. W. Grant 
Beaumont, Texas 

6—G. N. Paxton 
Bloomington, Ill. 

9—H. Tuell 
Chattanooga, Tenn. 
12—1. Vincent* 
Topeka, Kan. 

I 5—J. J. Flynn 
Jamestown, N. D. 

18—H. Rowe 
Fairmont, W. Va. 

21—C. B. Wcissingcr 
Albuquerque, N. M. 

24—S. C. Parker 
Macon, Ga. 


CANADA 

Royal Typewriter Company, Limited 

1—B. Dempsey, Winnipeg 2—W. A. Maclean, Monfl 3—j. S. Dunn, Montreal 

4 V H . P Lewis, Toronto 5—T, C. Lew,,, Ottawa 6—W. E. Colher, Toronto 

7—R. A. Normandin, Quebec 

FOREIGN 

Visible Writing Machine Co.. Limited, London 

2 H Jones 3—J. Harrison 4—F. Tree 

5_H. W. D. Buckeridge 



Common Sense, Good Methods and Hard Work 
Obtain Results 

By George M. Guest, Manager Metro. School Dept. 


1-H. D. Ebbutt 


What is the secret of getting school 
business? The answer is, there is no 
secret to it. It is just the application 
of a mixture of common sense, good 
sales methods and hard work. 

A great merchant has said that a 
sale, to be satisfactory must be profit¬ 
able to both the buyer and seller. Ap¬ 
proaching the school business from 
this angle, it is plain that the sale 
must be advantageous both to the 
school and to the Royal Typewriter 
Company. 

To get this result the school must 
have a thorough understanding and 
appreciation of the qualities and 
merits of the Royal as a typewriter 
for the class room, thereby training 
operators who will be boosters for the 
machine when they have entered the 
business world. 

The benefit to the Company on the 
other hand is not so much in the profit 
made on the sale as in the advertising 
value and publicity obtained through 
the use of the machine in the class 
room. It is not enough to make the 
sale, but the school should be care¬ 
fully watched and its needs studied 
and understood so that there may be 
no reflex action or disastrous impres¬ 
sion gained because the machines are 
not functioning properly. 

School teachers, principals and 
superintendents are a bit tempera¬ 
mental and cannot be treated with the 
rough and ready method used in the 
soliciting of commercial business. 
Having been one of them myself for 
a number of years and having been 
engaged in educational work in the 
typewriter business for more than 25 
years, I believe that I can speak with 
some degree of assurance on this sub¬ 
ject. 

At the same time when treated sym¬ 
pathetically, school people respond 
most agreeably to courtesy and the 
little attentions that it is so easy to 
bestow. 

Approaching a new high school for 
the first time it has been my policy 
to first reach the typewriting teacher, 
and after winning her friendship and 
support, and at the same time ob¬ 
taining as much information as pos¬ 
sible about present equipment, and 
future needs I then proceed, with the 
teacher’s support, to the principal or 
superintendent with a definite propo¬ 
sition for the sale or exchange of 
such equipment as the needs of the 
school may require. 

With high schools, it is usually cus¬ 
tomary to submit a proposition in 
writing, as in most instances such 
transactions must be referred to the 
Board of Education for action. Hav¬ 
ing secured the order, it is highly im¬ 
portant that the delivery of the ma¬ 
chines be followed as soon as possible 
by a personal call and the careful in¬ 
spection of the new equipment to be 
sure that everything has been deliv¬ 
ered properly and that the teachers 
and students have a favorable im¬ 
pression of the new machine. 

If possible a demonstration before 
the school should be arranged. IN 




ANY EVENT THE TEACHER 
SHOULD BE THOROUGHLY IN¬ 
STRUCTED IN THE USE AND 
CARE OF THE MACHINE. 

The method of handling private 
schools is much the same except that 
as a rule the principal or owner is the 
person whose friendship and good 
will should be first secured, but after 
the first contact every effort should 
be made to get the friendly support 
of the teaching staff and close con¬ 
tact kept with the school and equip¬ 
ment, until it is thoroughly broken in. 

An interest in the welfare of the 
school and close attention to such de¬ 
tails as prompt repair service, helpful 
co-operation in placing graduates and 
other little attentions are always 
much appreciated and will win the 
friendly and enthusiastic support of 
the school. 

It may be well to get the school 
man’s point of view of what consti¬ 
tutes the ideal typewriter for school 
use. I think it will be generally ac¬ 
cepted that such a machine has a 
standard keyboaid; that it is in gen¬ 
eral use in the business woHd; is 
durable and free from repairs; that 
it is quiet and easy to operate; that 
it is simple to teach and not subject to 
continual care on the part of the 
teacher. It should be a machine that 
is backed by a Company that can and 
will give helpful service and co¬ 
operation. 

The Royal has demonstrated in 
thousands of schools that it stands at 
the top of the list when measured by 
these standards and it only remains 
for our representatives to demonstrate 
these qualities of the Royal to schools 
that have not yet had experience with 
the recent model, in order to prove 
to them that the Royal is—as we 
know it to be—the world’s best type¬ 
writer for school and general use. 

Our President, Mr. Geo. Ed. 
Smith in a letter to the branch offices 
recently stated that New York com¬ 
mercial sales had increased 75 per 
cent, in six months and he gave as a 
reason an increase of 2,000 per cent, 
in the school business of New York in 
the past two years. 

There is no “closed season” for 
hunting school business. It is true 
that some months are better than 
others, but with intelligent faithful 
work school business can be obtained 
every month in the year. We have 
demonstrated in New York that it 
can be done, it is being done and we 
propose to continue doing it. 

GEORGE M. GUEST, 

Manager Metropolitan School Dept. 


The above by Mr. George M. Guest, 
Manager Metro. School Department, 
is the first of a series of articles that 
will appear in the “Standard” during 
the next few months, every one of 
which deserves your careful considera¬ 
tion, for they are written by men who 
have been and are successful in se¬ 
curing school business. 

A. M. STONEHOUSE, 
Manager School Department. 





























































































